DEC  DOWN? 


CONVERTS 
FROM  IBM 


BEING 

A  TOUGH  CUSTOMER 


BEYOND  VAX 


Now, 

the  best  network  products. 


backed  by  the  best  service, 


GUARANTEED  NETWORK 
AVAILABILITY 


We  guarantee  Fhradyne  products 
and  service  will  provide  you  99.5  percent 
network  availability,  or  we'll  credit 
your  account. 

ITS  ALL  STACKED  IN  YOUR  FAVOR 
From  top  to  bottom,  faradyne  pro¬ 
vides  the  most  comprehensive  and  the 
best  data  communications  networking 
solutions.  Get  the  whole  picture,  call, 
1-800482-3333.  In  Florida,  call 
1-800-342-1140. Visit  TCA  booth  #303-308. 


Doing  business  with  digital 

DEPARTMENTS 

Cogent  Aik  DEC  On  the  Street 

-5-  -8-  -11- 

The  Bottoa  Line  Products  Exit 
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DOING  BUSINESS  WITH  DIGITAL 
DEC  Users  Speak  Out 

Is  it  the  year  to  be  a  DEC  sho^?A  roundtable  discussion. 

Stepping  Out  into  DEC  Territory 

Converts  from  IBM  make  that  single  —final  —  migration. 
By  Stanley  Gibson 


Migration  Teams 

-23- 

Flying  High  in  Third-Party  Software 

Cooperative  marketing  schemes  pay  dividends  in  the  applications  arena. 
By  Bob  Randolph 
25- 

DEC  of  All  Trades 


DEC’S  PERFORMANCE 
What  Can  Bring  DEC  Down? 

Strategic  assumptions  that  now  breed  success  could  breed  failure  later. 
By  Michael  Milltkin 
-47- 

Usera  Lack  Vaxeluster  liming  Tools 

Vaxcluster  managers  demand  performance  and  monitoring  software. 
By  Jean  SBozman 

DEC  Bashing  or  Not? 

-53- 


BUYING  FROM  DEC 

Sales  Force  Undergoes  a  Makeover 

The  birth  of a  sales  force. 

By  Alan  Radding 

—55 — 

Users  Act  Out  Applications 

-57- 

Entry  Points  to  DEC 

Three  interviews  with  employees  in  administration,  sales  and  service. 

John  Buckley  Leonard  Vairo  John  Fischer 

Administration  Sales  Service 

-60-  -62-  64 — 


COVER  ILLUSTRATION:  HAL  BROOKS 
COMPUTER  WORLD 


Todesignournew 
through  the  eyes  of 


terminal^  looked 
the  terminal  operator. 


only  expea  from  a  dedicated  graphics  terminal.  And  we  think  its 
integration  of  text  and  graphics  will  soon  become  the  standard 
for  business  computing. 

Besides  relieving 
terminal  operators  of 
eyestrain,  our  new  600 
Series  was  designed  to 
relieve  distributors  of 
inventory  strain. 

The  trick  is  something  we  call  a  plug-in  personality  module 
that  can  change  our  basic  terminal  into  a  VT220,  a  Wyse  50 + 
or  almost  anything.  And  VARs  get  an  open  architecture  so  they 
can  customize  to  their  hearts’  delight. 


But  don’t  settle  for  mere  words.  Look  at  our  new  600  Series 
Integrated  Image  Display  Station.  Because  nobody  should  look  at 
a  terminal  through  eyes  like  these. 

For  more  information  or  to  arrange  a  demonstration,  call 
1-800-433-0880  or  write  Visual  Technology,  P.O.  Box  5505, 
Peoria,  1L  61601. 

VISUAL 

DISPLAYS  OF  INTELLIGENCE 
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Whose  year  is  it,  anyway? 


COMPUTERWORLD 


EIGHT  YEARS  AGQWE 
S/WTHATTHEIRPOTbNTlA 
WAS  ANYTHING  BUT  MIM. 


Today  everyone’s  on  the  minicomputer 
bandwagon.  But  the  mini  wasn’t  always 
fashionable. 

Eight  years  ago,  we  were  a  lonely  voice 
in  the  crowd.  Quietly  developing  the  finan¬ 
cial  software,  service  and  support  for  the 
day  when  minicomputers  would  become  a 
majorfotce  in  the  corporate  flow  of  business 
information. 

Now  that  day  is  here.  It  seems  like  it  hap¬ 
pened  almost  overnight. 

But  for  the  benefit  of  those  minicompu¬ 


ter  users  who  ate  presently  evaluating  soft¬ 
ware  vendors,  we’d  like  to  point  out  a  few 
things  that  didn’t  happen  overnight. 

Good  things  people  automatically  enjoy 
when  they  do  business  with  McCormack 
&  Dodge. 

Our  minicomputer  products  have  stood 
the  test  of  time.  All  over  the  world,  they’ve 
shown  they  can  deliver  the  same  outstand¬ 
ing  results  as  M&D  mainframe  software. 

What’s  more,  our  systems  are  supported 
woddwide  by  top  minicomputer  profes¬ 


sionals-seasoned  application,  technical, 
and  tramtng  specialists. 

And  good  as  our  products  are,  they 
perpetually  get  better.  Enhancements  flow 
regularly  from  a  long-established  R&D 
program,  generously  funded  through  Dun 
&  Bradstreet  resources. 

With  all  the  good  hardware  available, 
be  difficult.  icompu 

Fortunately,  your  software  choice  is  a 
whole  lot  easier. 


MFCormack  &  Dodge 


BIG  BLUE  HAS  KEPT  YOU  HEALTHY  ALL  THESE  YEARS,  BUT  IMOW...IT  S  Tl 


y 


Integrate  new  applications  with 
existing  data 

New  applications  built  in  a  third  party  relational 
DBMS  won't  necessarily  integrate  with  your  existing 
data.  Because  the  PowerHouse  development  language 
supports  both  Digital's  relational  database  and 
dominant  file  system,  you're  free  to  build  new 
applications  using  Rdb/VMS  and  integrate  them 
with  existing  ones  built  on  VAX  RMS.  That  means 
you're  not  locked-in'  to  a  proprietary  relational 
DBMS  and  locked-out'  of  your  existing  data. 

PowerHouse  provides  compatibility 
and  performance 

Implementing  relational  technology  can  present 
compatibility  and  performance  problems.  Not  with 
PowerHouse  —  it's  tightly  integrated  with  Digital's 
databases  and  operating  system  to  guarantee  you 
exceptional  4GL/DBMS  performance.  You  can  enjoy 
the  combination  of  a  fast-execution  language  and 
Digital-optimized  databases,  now  and  in  the  future. 
Your  applications  are  completely  compatible  with  all 
standard  Digital  software.  And  wherever  Digital 
takes  its  hardware  and  software  —  your 
applications  and  data  will  go,  too. 


THE 

RELATIONAL 
PROBLEM 
JUST  GOT 
SOLVED 

FbwerHDuse®  brings  solutions 
to  typical  relational 
DBMS  problems 


Development  power  for  production 
applications 

PowerHouse  gives  you  total  development  capability 
in  one  language,  and  not  a  collection  of  weak  DBMS 
utilities  and  interfaces.  Regardless  of  which  Digital 
database  you're  using,  PowerHouse  gives  you 
advanced,  dictionary-driven  development  power. 

The  power  you  need  to  prototype  and  build 
production'  commercial  applications,  such  as 
order  entry,  inventory  tracking,  and  manufacturing 
—  the  backbone  of  your  company. 

And  Cognos  has  a  full  service  organization  to  back 
you  up.  For  more  information,  call  toll-free 
1-800-4-COGNOS.  In  Canada,  call  1-613-738-1440. 
In  Europe,  call  +44  344  486668.  Or  call  on  any  of 
our  38  Cognos  offices  around  the  world  and  find 
out  why  over  7,800  customer  sites  use  PowerHouse. 


UAJMiVJ 

Cognos  and  PowerHouse  are  registered  trademarks  of  Cognos  Incorporated 

Rdb.  RMS,  VAX  and  VMS  are  registered  trademarks  of  Digital  Equipment  Corporation 


Question  marks 


-  _  - 

.iMiiMiim, 
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Record  earnings  and  press  attention  aside,  users  remain  the  ba¬ 
rometer  by  which  DEC  can  be  measured.  On  a  muggy  summer  after¬ 
noon  in  Philadelphia,  four  executives  of  user  companies  ga 
to  discuss  doing  business  with  DEC  with  Computerworld  Se 
Editor  Glenn  Rifkin  and  Extra  Editor  George  Harrar. 

The  participants  represented  large  and  diverse  organizations  — 
University  of  Pennsylvania,  ARA  Services,  Inc.,  Sun  Refining  anc 
keting  Co.  and  Smith  Kline  &  French  Laboratories  —  and  directei 
questions  and  suggestions  to  the  Maynard,  Mass.,  computer  maker. 

DEC  dragging  its  heels  i  n  the  peripherals  area?  Is  DEC  really  the  st 
company  President  Ken  Olsen  claims  it  to  be?  How  can  users  wade  t 
inflexible  and  confusing  licensing  policies? 


Ml*  Hi 


SPEAK  OUT 


What  is  tho  single  most  impor¬ 
tant  reason  for  becoming  a  DEC 
customer? 

ABATE:  Our  major  reason  for  going 
with  DEC  was  its  scientific  applications. 
Our  research  and  development  organi¬ 
zation  has  a  lot  of  scientific  require¬ 
ments,  such  as  data  analysis,  and  we 
thought  DEC  was  the  best  supplier  of 
hardware  at  the  time  we  ordered  it  — 
and  we  still  feel  that  way.  Also,  we  se¬ 
lected  Ethernet  in  order  to  support  200 
users  with  minimal  response  time. 


CALHOUN:  Before  1983,  R&D  at  Smith 
Kline  was  a  small  DEC  user  with  a  PDP- 
11/70.  We  probably  got  into  DEC  as 
much  because  of  price  as  anything.  We 
went  from  a  relatively  small  investment 
in  DEC  to  a  substantial,  relatively 


monolithic  investment  in  regard  to  pro¬ 
cessors,  simply  because  the  software 
was  there  and  DEC  brought  out  ma¬ 
chines  that  had  sufficient  power. 


ing,  which  is  the  province  of  individual 
faculty.  There  is  a  real  desire  for  auton¬ 
omy,  and  DEC  with  its  PDP  line  and  the 
VAXs  provided  that  opportunity  on  rea¬ 
sonably  safe  grounds  for  people  in  lab- 

The  other  part  is  time-sharing.  The 
time-sharing  system  on  the  Decsystem- 
10  was  perceived  as  friendly.  And  they 
were  able  to  support  programming  lan¬ 
guages  that  people  were  using  on  other 
systems  like  Fortran  and  APL.  And 
when  that  [Decsystem-10]  line  left, 
VAXs  automatically  took  its  place. 

Networking  is  the  third  reason  why 
DEC  made  its  presence  felt  with  VAXs, 
particularly  in  the  engineering  school. 
Even  though  we  think  we  are  more  ad¬ 
venturous  in  our  networking  strategies 
than  most  commercial  places,  we  really 
got  our  feet  wet  with  DEC  and  their 
networking  software.  That  was  a  good 
way  for  us  to  begin  and  a  reason  why 


really  been  the  key.  With  the  cluster, 
you  could  add  more  processing  with  no 
real  additional  effort.  With  Decnet  and 
their  communications  structure,  at¬ 
taching  nodes  to  the  network  was  no  big 
deal.  So  the  energy  for  growing  in  DEC 
was  minimal.  The  energy  for  doing  any- 
thing^different  would  have  been  sub- 

DlTAMORE:  The  key  for  ARA  was  the 
flexibility  DEC  offered.  In  the  corporate 
offices,  when  we  first  went  looking  for  a 
hub  for  our  office  automation  project, 
we  really  looked  around.  In  DEC’S  AI1- 
In-1,  we  saw  that  we  had  a  lot  of  flexibil¬ 
ity  as  far  as  customization,  and  we  could 
change  the  things  we  didn’t  like.  Plus, 
the  interconnectivity  allows  you  to 
communicate  between  VAXs  and  other 
processors. 

DEC  offered  the  best  way  to  go  into  a 
distributed  processing  situation 
through  the  VAXs  and  Decnet . 

ADLER:  It’s  a  little  more  difficult  to  re¬ 
construct  the  long  history  of  computing 
at  Penn.  Here,  the  world  is  divided  into 
three  parts.  One  is  laboratory  comput- 


gineering  school. 

Is  there  anything  in  the  DEC 
product  lino  or  strategics  that 

ing  major  DEC  customers? 

CALHOUN:  If  you  take  the  processors 
themselves,  right  now  the  horizon  looks 
fairly  good.  But,  for  example,  DEC  has 
been  talking  about  optical  disk  for  three 
or  four  years  now.  We’re  just  getting 
tired  of  listening.  We  want  something, 
and  the  conversation  has  gone  on  too 
long. 

Clearly,  DEC’S  magnetic  disks  don’t 
have  sufficient  capacity  or  speed.  Can 
the  disk  keep  up  with  the  processor?  If 
DEC  doesn’t  do  something  and  a  third 
party  has  something  interesting,  we’d 
certainly  pay  lots  of  attention. 

DEC’s  not  our  choice  for  laser  print¬ 
ers.  And  a  lot  of  people  are  doing  inter¬ 
esting  things  with  terminals  —  DEC'S 
not  necessarily  our  first  choice. 

DEC'S  trying  to  do  some  interesting 
things  with  workstations.  But  if  you 
look  at  the  competition  from  Sun 
Continued  on  next  page 
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The  Perfect  Combination  For  Increased 
Manufacturing/Distribution  Profits. 
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It’s  Not  That  Easy 


some  companies  Dunk  it's  easy  to  make  your  IBM  PCs 
aa  like  a  DEC  tetminal.  But  before  you  senle  tor  some  patch 
job.  consider  these  facts. 

Only  Polygon  has  consistently  offered  mie  emulation 
through  the  years.  In  fact,  when  Digital  Equipment  Corpo¬ 
ration  went  looking  for  tetminal  emulation  software  to 
license,  they  didn't  choose  just  anyone.  They  chose 
Polygon.  Tpday  Polygon  continues  to  be  used  in  more  DEC 
installations  than  any  other  competitive  product. 

Polygon  is  ahead  in  otherways,  too.  W  were  first  to 
ship  VT220  emulation.  First  with  VT240  emulation.  First 
with  full-color  VT241  support.  And  now  we  provide 
Ethernet  (LAT)  communications  as  well. 


WB  find  our  dedication  shows  in  a  whole  range  of 
products,  featuring  error-ftee  file  transfers,  and  sharing 
PC  files  in  a  VAX  Bbraty.  Our  poly-SIAR.  pofy-SHARE 
and  the  ftunous  poly-COM  series  of  products  have  set 
the  standards  for  DEC  communications  software. 

So  ifyou  want  it  done  right,  talk  to  Polygon. 

Call  l-pi4)-576-7709 
For  Free  Demo. 

WB  send  a  free  demo  package 

to  any  qualified  company,  lust  call  |( 

or -.rate  us  Polygon.  Inc,,  1024  Execu- 
live  Parkway,  Saint  Louis.  MO  63141 


(0)  polygon 

Terminal  Emulation, The  Right  Vtey. 
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Stepping  out 

INTO  DEC 
TERRITORY 

IBM  was  once  the  only  safe  choice  for  MIS; 
now  DEC  is  winning  converts 


BY  STANLEY  GIBSON 

Despite  IBM’s  widely  perceived  im¬ 
age  as  the  safe  computing  vendor, 
some  users  have  rejected  the  Big 
Blue  security  blanket  and  struck 
out  on  their  own  with  Digital  Equipment 
Corp. 

In  a  search  for  cradle-to-grave  comput¬ 
ing,  these  users  are  deciding  that  DEC  can 
do  a  better  job  of  extending  the  life  of  their 
software  and  protecting  their  hardware 

Tlie  cutting  of  IBM  apron  strings 
caused  such  alarm  to  the  industry  giant, 
known  as  “mother”  to  many  users,  that 
she  was  shocked  into  action,  offering 
mid-range  incentives  to  her  sales  force 
and  unveiling  last  year  the  9370  depart¬ 
mental  computer  —  the  so-called  VAX 
killer. 

Most  IBM  users  who  leave  home  do 
so  because  they  reach  a  crossroad  in 
their  computing  needs.  Typically,  they 
have  been  running  System/36  and 
System/38  mid-range  machines; 

8100  processors  and  4341, 4361  and 
4381  systems.  Having  outgrown  one 
IBM  system,  they  often 
conversion  to  another, 
previous  IBM-to-IBM  co 
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THE  IBM-to-DEC 
conversion  has  "taken 
a  lot  of  hours  but  was 
not  difficult.” 


MOST  DBMS  FRODECTS ARE  BERT 
MONO  TIB  SAME  LINES. 

HOW  THEY  PERFORM  IS  SOMETH1NC  ELSE. 


When  you  first  look  at  relational  It  offers  a  superb  4GL  environ-  our  customers  stay  with  us,  year 
DBMS  products,  the  similarities  are  ment  that  helps  you  get  applications  after  year. 

obvious.  They’re  all  built  around  running  quickly.  And  makes  them  The  most  important  thing  about 

SQL.  Most  include  4GL  tools.  They  easy  to  maintain.  Better  yet,  with  a  DBMS  is  the  way  it  performs  for 

all  have  an  impressive  range  of  fea-  INGRES/STAR  you  can  orchestrate  you.  And  that’s  why  we’d  like  you  to 

tures  and  functions.  And  they  all  applications  across  your  organization  experience  INGRES, 

claim  to  deliver  performance.  including  data  on  mainframes.  Just  send  this  coupon  or  call 

But  once  you  get  your  hands  on  minis,  workstations,  and  PCs.  us.  And  we’ll  show  you  what  a  fine 

these  products,  the  differences  are  To  boost  performance,  INGRES  instrument  INGRES  really  is. 

dramatic.  It’s  the  craftsmanship  in  uses  the  industry’s 
designing,  building,  and  assembling  most  sophisticated 
quality  components  that  differenti-  query  optimizer  and 
ates  a  master’s  instrument  from  other  performance  tun- 

a  beginner’s.  ing  facilities  to  ensure 

That’s  why  professionals  from  your  applications  run 
the  world’s  most  discriminating  orga-  at  top  speed, 
nizations  are  selecting  INGRES  as  With  this  kind  of 

their  instrument  of  choice.  performance,  INGRES 

And  why  INGRES  was  voted  attracts  a  lot  of  new 
“best  DBMS/4GL”  by  Digital  Review  customers.  But  it’s  our 
for  two  years  running.  reliability  and  sup- 

No  wonder.  INGRES  has  been  port,  that  keeps  them, 
designed  from  top  to  bottom  to  INGRES  delivers  such 

support  developers  of  performance-  a  high  level  of  satis- 

critical  applications.  faction  that  99%  of 


to  see  how  INGRES  performs.  Pleas 
ore  information  about  INGRES, 
ttend  a  free  INGRES  seminar  in  my ; 
now  more  about  the  INGRES  sample 


il  to:  INGRES, 

sS iSKEw  fil/fiRF C 

:da,CA  94501-9891  ##  VU/ILv 
call:  1-800-4-INGRES  Relational  Technology  Inc. 
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Post  Office  Box  300 
Dalton,  MA  01227-9882 


Computerworld  Extra 


Post  Office  Box  300 
Dalton,  MA  01227-9882 


Ryinghigh 

IN  THIRD-PARTY 
SOFTWARE 


More  than  a  hundred  vendors  drawn 
to  DEC’S  cooperative  marketing  program 


BY  BOB  RANDOLPH 

The  warrior,  in  Unwilling  to  depend  The  simplest  form  of 
accordance  with  solely  on  the  limited  set  of  these  third-party  pacts  is 
his  aims,  main-  horizontal  applications  that  the  reference  agreement, 
tains  various  it  has  developed  and  will  be  In  this,  DEC  publishes  the 
weapons  and  knows  their  developing  over  time,  DEC  application  vendor’s  name 
characteristics  and  uses  has  launched  a  major  offen-  and  contact  information  in 
them  well”  This  quote,  sive  to  provide  the  needed  an  applications  catalog  that 
from  The  Book  of  Five  applications  using  an  array  it  gives  to  prospective  cus- 
Rtngs  by  Miyamoto  Mu-  of  alliances  with  indepen-  tamers  to  let  them  choose 
sashi,  is  an  excellent  sum-  dent  software  suppliers.  an  application  vendor.  This 
mary  of  DECs  deployment  The  following  connec-  connection  is  strictly  arm’s 
of  application  software  as  a  tions  illustrate  DEC’S  de-  length, 
strategic  weapon  in  the  sire  to  expand  its  software  The  other  types  of 
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Frankly,  my  dear, you  need 
a  flicker- free  screen!’ 


Only  Two  DBMS/4GLs 
Are  Good  Enough  to  be 
Called  CompuServe: 

System  1022 
System  1032 


CompuServe  is  one  of  the  largest  infor¬ 
mation  sources  in  the  country.  So  when 
we  went  shopping  for  a  DBMS/4GL 
company,  we  knew  exactly  what 
we  wanted. 

We  acquired  the  entire  System  1022 
and  System  1032  business  from  Soft¬ 
ware  House  of  Cambridge,  Massachu¬ 
setts.  And  our  new  division  can  do  what 
CompuServe  has  never  done  before: 
license  system  software  products 

to  you  for  unlimited  use  on  your 

DECsystem  or  VAX 

System  1022  is  the  premier  DBMS  for 
the  DEC-lOs  and  DEC- 20s.  For  years  it’s 
been  the  backbone  of  our  own  on-line 
information  systems.  We’re  investing 
now  to  make  this  product  even  more 
productive  for  its  hardware  environ¬ 
ment,  with  total  PC  integration,  inte¬ 
gration  with  VAX,  and  facilities  to 
extend  the  lifespan  of  your  TOPS-10/20 
applications. 


System  1032  is  one  of  the  most  power¬ 
ful  4GLs  for  applications  development 
on  the  VAX.  If  you  need  screen-based 
applications  development,  you  should 
see  what  we’ve  been  doing  And  take 
a  look  at  the  PC  integration/PC  work¬ 
station  ideas  CompuServe  is  adding 

CompuServe  offers  you  a  whole  new 

way  of  looking  at  your  data  and  appli 

cations  needs.  We  can  supply  all  the 

pieces:  the  mainframe  software,  the 

distributed  network,  and  even  the  data 

itself —  all  from  a  single  source. 

Call  us  to  talk  about  your  applications  at 
(617)661-9440. 


CompuServe 

Data  Technologies 

formerly  Software  House 

1000  Massachusetts  Avenue 
Cambridge,  MA  02138 
Tel  (617)  661-9440 

SwvIcb  Number  22 


Ross  Systems. 


. . . nt  to  Digital’s 

broad  family  of  VAX™  computers.  Simply  put 
we  know  more  about  DEC/VAX  thar 


an  IBM  mainframe  system.  Our  VAX  software  is 
truly  on-line  and  interactive— not  batch  with  an 
interactive  front  end.  Our  exclusive  VAX  support 


Systems’  total  a _ 

As  the  industry  leader  in  VAX  integrated 
financial  management  software,  we  offer  the 
best  answers  for  the  needs  of  today’s  financial 


ing  and  education,  and  VAX  system  consulting- 

something  other — 5 - * - -* - 

able  to  provide. 

Ourp  ’ 
of  DEC  t 

tingrequ _ 

as  a  third  or  fourth  priority 


■  MAPS/GL— General  Ledger 

■  MAPS/AP-Accounts  Payable 

■  MAPS/AR-Accounts  Receivable 

■  MAPS/FA- Fixed  Assets 

■  MAPS /MODEL— Financial  Modeling 

■  MAPS/MICROUNK— Micro/Mini  Link 

■  MAPS /DB— Data  Base  Management 
Call  (415)856-1100  or  write  us  at 

1860  Embarcadero  Road,  Palo  Alto,  CA  94303. 


Our  Mo/ VAX  < 


points  and  the  pith  to  appronl  may  not  be 


HOW  does  a  company 
become  an  SCMPora 
CMP?  The  consensus 
of  the  application  ven¬ 
dors  seems  to  be,  "It 


Dec 

OF  ALL 
TRADES 


In  order  to  double  its  size,  DEC  is  trying 
to  be  all  things  to  all  vertical  markets 


The  2-year-old  strategy  to  sell  its 
products  along  vertical-market 
lines  was  supposed  to  double 
DEC’S  market  share,  according  to 
Robert  Hughes,  vice-president  of  industry 
services  marketing.  Having  saturated  the 
scientific  and  engineering  communities, 
DEC  turned  to  the  vertical  approach  as  a 
way  to  familiarize  other  industries  with  its 
architecture  and  its  way  of  thinking — and 
to  win  new  converts. 

DEC  is  finding  that  the  vertical-market 
strategy  helps  the  firm  sell  at  higher  levels 
within  an  organization,  instead  of  just  ped¬ 
dling  the  technical  solution  to  MIS.  As  Ken 
Olsen  says,  “MIS  is  not  the  group  that 
knows  the  most  about  how  a  company 
runs. . . .  The  MIS  director  does  not  know 
anything  about  manufacturing  or  laborato¬ 
ries  or  engineering  or  the  office.” 

DEC  divided  all  businesses  into  60  in¬ 
dustries  and  broke  them  into  three  sectors 
—  government,  services  and  basic  indus¬ 
tries.  Sectors  are  subdivided  into  groups 


such  as  media,  financial  services  or  utili¬ 
ties,  with  staff  members  associated  with  a 
specific  group.  The  more  prominent  in¬ 
dustries  are  reflected  in  many  of  DEC’S 
most  visible  marketing  efforts:  the  Appli¬ 
cation  Centers  for  Technology,  the  Dec- 
world  conference  and  exhibits  at  vertical- 
market  trade  shows,  to  name  a  few. 

The  industry  structure  is  not  the  only 
way  marketing  is  organized.  DEC  also 
sells  according  to  applications,  geography, 
product  lines  and  distribution  channels. 
But  the  approach  is  one  that  DEC  hopes 
will  raise  prospects’  awareness  of  its 
strengths  in  networking,  departmental 
computing  and  distributed  processing. 

DEC’S  market  penetration  and  soft¬ 
ware  portfolio  are  clearly  much  stronger 
in  some  markets  than  others.  Engineer¬ 
ing,  manufacturing,  finance  and  health 
care  all  boast  healthy  '"pport.  Utilities, 
transportation,  food  p  .cessing,  agricul¬ 
ture  and  construction  are  all  much  more 
sparsely  represented. 
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Here's  the  most  reliable 
DEC-compat  ible  term  i  nal  e\  er  built. 
TheTeleVideo  9220. 


MAJOR  reasons  for 
DEC’S  growth  in  the 
health  care  market  in¬ 
clude  the  premium 
now  placed  on 
networking  and  flexi¬ 
bility  in  this  rapidly 
changing  business 
environment. 


:  4010/4014 


The  problem  Si  _  _ 
with  most  4GLs  is  isksssss?* 
they’re  finished  ttiasssu. 

1  IV'VA  of  ANSI  Standard  SQL.  And  fea- 

hOTniT^  \  7TM  1  Q  TY2i  111168  Custom  Screen  Generation, 
UCIUl  C  yULl  CLLC.  Custom  Menu  Building,  a  built- in 
Report  Writer  and  Windows. 

And  where  does  that  leave  you?  WhatS  more,  INP0RMK-4GL  works 

With  the  final,  tricky  ten  percent  of  with  UNIX?  VMS,' MS-DOS  and  Networked 

your  application  yet  to  write,  and  no  4GL  DOS  operating  systems.  And,  of  course, 
left  to  write  it  with.  Sound  familiar?  itls  compatible  with  INFORMIX-SQL-our 

If  so,  try  INFORMDC-4GL.  popular  proven  DBMS.  So  files  you  build 

Never  again  will  you  have  to  switch  with  one,  you  can  access  with  the  other 

to  C  or  COBOL  to  truly  customize  your  Fbr  more  information  and  our  free 

application.  Instead,  1NFORMDC-4GL  booklet/A  20-Mnute  Guide  to  INFORMIX- 

provides  an  all  encompassing  syntax  for  4GL,’ call  415/322-4100. 
every  aspect  of  your  application  building  Or  write  Informix  Software,  4100 

So  once  you’re  programming  in  Bohannon  Drive,  Menlo  ftirk,  CA  94025. 

INFORMIX-4GL,  you  never  have  to  leave  And  start  taking  your  applications  to 

.it  And  considering  all  it  can  do,  you  may  even  greater  heights, 
never  want  to. 

Now(  for  instance,  you  can  write  in  just  W li  ik  |r-y~\i-'l»  Al\y 

ten  to  twenty  pages  of  4GL  code,  applica-  f  li  INHJnMIX 


U  INFORMIX 


The  RDBMS  for  people  who  know  better* 
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ter  of  three  V 
DEC  VT240-class  ten 
persona]  computers  "a 
via  Ethernet,  he  says. 


Likewise,  “about  50%  of  our  software 
is  internally  developed,"  Gmitro  says, 
“and  our  users  don't  know  when  they  are 


as  area  devMed'^S^d^DK 


TrainingPac 

On-Line  Training 
for  the 

IBM  9370  SolutionPac 


The  9370  SolutionPac  is  a  great  opportunity  to  standardize 
your  office  functions.  But  to  make  the  most  of  it,  you’ll  need 
to  train  hundreds,  maybe  thousands,  of  users. 

Difficult?  Not  with  Crwth.  Crwth’s  TrainingPac  is  a 
comprehensive  curriculum  of  interactive  on-line  courseware 
that  lets  you  provide  standardized  training  for: 

✓DISPLAYWRITE/370 

/profs 

/SQL 

/AS 

Find  out  why  16  of  Fortune  Magazine’s  top  20  companies 
have  already  turned  to  Crwth  to  solve  their  training 
problems.  Contact  Crwth  today  to  arrange  a  free  trial. 


Wilahire  Blvd.  #1804,  Los  Angeles.  CA  90 
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Reach  into  any  IBM  database 
without  leaving  yourVAK. 


Now  your  VAX'"  System  can 
directly  access  any  database  on  an  IBM 
mainframe. 

A  user  at  a  VAX  terminal  can  query 
a  file  or  ask  for  a  report  Without  ever 
leaving  the  VAX  environment. 

The  secret  is  FOCUS,  a  database 
manager  and  complete  fourth-genera¬ 
tion  language.  Plus  FOCNET,  our  dis¬ 
tributed  data  access  product.  FOCUS  on 
the  VAX  System  works  automatically 
with  FOCUS  on  the  IBM  mainframe  to 
get  the  job  done— via  FOCNET. 

On  the  VAX,  FOCUS  prompts  the 
user  for  the  data  selection  criteria  and 
the  desired  report  format  Then  on  the 
IBM  mainframe,  FOCUS  accesses  the 
data,  prepares  the  report,  and  sends  it 
back  to  the  VAX  System. 

One  report  can  draw  on  any  number 
of  dissimilar  databases  (see  table). 


FOCUS  performs  all  of  the  necessary 
relational  joins  and  presents  a  fully  for¬ 
matted  table. 

FOCUS  is  a  product  of  Information 
Builders,  Inc.,  a  cooperative  market¬ 


ing  partner  of  Digital  Equipment 
Corporation. 

For  more  information  about  FOCUS 
and  FOCNET,  call  1-212-7364433, 

Ext  3700.  Or  write  Information 
Builders,  Inc.,  Dept  All,  1250  Broadway 
New  York,  NY  10001. 


“Cooperative 

Marketing 

Program 


w 


HAT COULD 
BRING  DEC 
DOWN? 


Trouble  may  come  in  on-line  transaction  processing, 
Unix  and  data  management 


BY  MICHAEL  MILLIKIN 

DEC  believes  that  it  now  is  in  a  posi¬ 
tion  to  go  toe  to  toe  with  IBM  and 
begin  to  win  control  of  the  corpo¬ 
rate  network  and  date  bases. 

IBM’s  hegemony,  established  with  main- 


daily  in  a  market  beginning  to  place  much 


But  DEC  has  gaps  and  weaknesses  in  its 
product  line  as  well  as  in  its  operating  as¬ 
sumptions.  Currently,  DEC’S  strengths 
are  in  control.  The  company  is  winning  a 
great  deal. 

Some  areas,  however,  if  left  unad¬ 
dressed,  could  trouble  DEC  in  years  to 


Strati 


i.  DEC  cur¬ 


rently  operates  under  the  following  fo 

•  Only  DEC  and  IBM  are  capable  of  full-  1 
line  design,  manufacture  and  supply  of  There  shouldn’t  be  much  doubt  about 
complete  information  processing  systems,  the  validity  of  the  last  two  assumptions. 

•  DEC  has  superiority  in  networking,  dis-  Some  would  dispute  the  first  contention: 

tnbuted  computing,  ease  of  development  that  only  DEC  and  IBM  can  offer  a  com- 
and  ease  of  use.  plete  solution.  Leaving  aside  the  bickering 

•  A  multivendor  environment  is  now  a  fact  that  trying  to  define  a  "complete  solution” 

can  catalyze,  one  might  question  the  wis- 

•  DEC  should  be  the  No.  1  or  No.  2  ven-  dom  of  any  company  seeking  to  manufac- 

dor ,  in  most  cases,  on  buyers’  shortlists.  ture  a  complete  product  line  by  itself. 

. . .  But  it  is  the  second  contention,  about 

Continued  on  page  49 
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There  are  still  a 
fewmmmunkations 
systems  we  rmft 
armed  to  DEC/M. 


Luckily  precious  few. 
Thanks  to  ITT  Worldbridge" 
ITT  Worldbridge  is  an  inte¬ 
grated  electronic  messaging 
service  that  can  connect  your 
DEC  VAX/VMS  users  to  incom¬ 
patible  systems  worldwide. 

Whether  these  systems  are 
IBM  DISQSS.  Wfcng  VS  or 

other  VAXes. _ 

Whether  they 


‘S'. 


infbrmatioh 
systems,  office 
automation  systems,  private 
message  networks,  public  and 
private  electronic  mail  systems 
I  (including  ALL-IN-1*),  or  the 
public  telex  network. 

Best  of  all.  ITT  Wbrldbridge 
OfficeAccess"  service  can 
do  this  using  the  VAX  system 
you  already  have  in  place.  It 


Worldbridge 


requires  no  additional  program¬ 
ming.  No  special  equipment 

And  because  many  mes¬ 
sages  are  switch¬ 
ed  directly  from 
one  system  to 
another,  without 
passing  through 
the  telex  network,  they  can  be 
sent  and  delivered  at  much 
higher  speeds  and  without  any 
rekeying. 

Equally  important  at  signif¬ 
icantly  lower  costs. 

In  short  Wbrldbridge  can 
increase  your  company's  com¬ 
munications  capabilities  almost 


beyond  measure. 

But  that  should  come  as  no 
surprise.  Because  from  50  baud 
telex,  to  2.048  megabit  satellite 
transmission,  to  digital  packet 
switching.  ITT  Wbrldcom  offers 
a  spectrum  of  communications 
services  to  meet  the  needs  of 
any  company. 

To  find  out  more  about 
ITT  Wbrldbridge.  or  to  arrange 
for  a  free  demonstration. 


call  us  at  1-800-922-0184. 

Or  write:  Director 
ITT  Worldbridge  Marketing, 
100  Plaza  Drive.  Secaucus.  NJ 
07096. 

We  may  not  be  able  to  con¬ 
nect  you  to  every  communica¬ 
tions  system  in  the  world. 

Just  every  one  that's  worth 
theconnectioa 


sIIT 


CLEAR 
THE  DECS 


OPUS220  IS  HERE! 


THE  FIRST  DEC/ANSI  TERMINAL  WITH  WINDOWING  AND 
FREE  24-HOUR  REPLACEMENT  SERVICE  AT  A  PRICE  OF  $559. 

Got  your  eye  on  a  DEC*  VT220'"  also  features  a  14"  dark-background,  to  see  why  sm 

terminal?  Esprit’s  new  OPUS220  will  hlgh-contrast  video  screen  that's  brighter  clearing  their  d 

knock  it  right  out  of  the  picture.  and  sharper  than  DEC’S.  With  "touch-at”  OPUS220  fron 

OPUS220  is  the  first  VT220  compatible  and  a  Tazy  susan”  swivel  that  make  nearest  vou.  ca 


to  see  why  smart  terminal  buyers  are 
clearing  their  desks  for  the  new 
OPUS220  from  Esprit  For  the  dealer 
nearest  you,  call  toll  free: 


that  does  windows.  User- friendly  PC-like  viewing  easy  from  every  angie.  Enhance-  (800)  645-4508.  New  York  State: 

Express  Windows  that  altow  you  to  ments  that  helped  the  OPUS  design  win  (516)293-5600. 


*  you  to  ments  that  helped  the  OPUS  design  win 

s,  display  a  1 986  Industrial  Design  Excellence 
Ip  screens.  Award  for  functionality  as  well  its  good 


Users  lack 

VAXCLUSTER 
TUNING  TOOLS 

Six  thousand  customers  worldwide  push  to  know  more 
about  who  is  using  the  system  and  when 


BY  JEANS.  BOZMAN 


Management  of  VAX  machines 
used  to  be  straightforward 
enough.  What  you  saw  was  what 
you  used. 

The  VAX-11/780  or  11/785  were  self- 
contained  engines  for  end-user  comput¬ 
ing,  often  located  down  the  hall  from,  or  in 
the  same  building  with,  its  end  users.  But 
today,  DEC  spokesmen  say,  out  of  more 
than  100,000  VAXs  worldwide,  about 
6,000  are  Vaxclusters  that  are 
networked  on  Decnet  or  Ethernet  lines 
across  the  country  and  around  the 
world.  As  a  shared  computing  resource, 
VAX  is  no  longer  so  simple  to  manage. 

DEC  has  responded  to  users’  pleas  to 


marily  on  the  hardware  end  of  the  Vax¬ 
clusters  —  improving  bus  channel 
speeds  through  the  VAXB1  bus  and 
providing  a  common  access  to  multiple 
high-capacity  disk  drives. 

But  leading-edge  users  have  begun 
to  feel  that  in  the  wealth  of  DEC  prod- 


re  that  would  help  them  fine- 
tune  their  Vaxclusters. 

In  DEC,  many  such  applications 
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Get  all  the  facts  on  VAX 

And  make  it  work  better  for  you! 

Come  to  VAX  Business  User  Forum 
—  the  complete  resource  for  professional  or  potential  VAX  users 
October  26-28,  New  York  City 


Information  and  instruction  that  will  help  you  work  better  . . . 


VAX  Business  User  Forum’s 
Professional  Tutorials 


For  more  information,  call  Dorothy  Ferriter  (800)  343-6474,  ext.  327,  in  Mass.  (617)  879-0700. 
Don’t  delay,  register  nowi 


Sales force 

UNDERGOES 
A  MAKEOVER 


In  the  battle  to  win  customers,  will  DEC 
relinquish  its  old  attitudes  toward  sales  reps? 


BYALANRADDING 

Dec’s  sales  representatives,  as  de-  with  IBM’s,  considered  the  preeminent 
scnbed  by  customers,  have  pro-  computer  sales  force  —  and  arguably  the 
gressed  beyond  the  image  they  most  effective  business  sales  organization 
once  held  —  of  “techies"  in  cheap  in  the  country, 
suits  performing  such  errands  as  running  In  particular,  customers  say,  the  DEC 
specifications  between  DEC's  engineers  reps  fall  down  in  the  areas  of  training,  busi- 
and  the  engineers  and  MIS  professionals  ness  sophistication,  speed  and  decision- 
who  were  its  users.  making  authority. 

The  DEC  sales  force  still  spends  a  lot  of  The  comparison  has  not  gone  unnoticed 

time  running  between  customers  and  the  by  DEC.  Its  sales  force  is  going  through  a 
DEC  production  and  operations  people;  period  of  transition  and  clearly  appears  to 
now,  however,  the  sales  representatives  be  headed  in  the  direction  of  IBM’s, 
are  frequently  de-  About  a  year  ago, 

scnbed  as  better  DEC  recalled  all  its 

trained,  tetter  in-  sales  reps  for  a  two- 

formed  about  the  • 

customers’  busi- 


tions  and  vertical 
markets.  According 
See  next  page 


SEPTEMBER  2, 1987 


COMPUTERWORLD 


Sales  force 


COMPUTER  WORLD 


Editorial 

Comments 


J  BUSINESS  REPLY  MAIL 

1  FIRST  CLASS  PERMIT  NO.  124  DALTON,  MA  01227 


Computerworld  Extra 

Post  Office  Box  300 
Dalton,  MA  01227-9882 


COMPUTERWORLD 


Entry  points 

TO  DEC 


Interviews  with  three  DEC  executives  reveal 
strategies  for  keeping  close  to  the  customer 


John  Fischer  John  Buckley  Leonard  Vairo 


As  a  customer  sees  it,  every  major  computer  supplier  has 
various  points  of  entry,  points  of  interaction  between  cus¬ 
tomer  and  company.  The  bigger  the  supplier,  the  more  dis¬ 
persed  these  entry  points  tend  to  be.  Therefore,  custom¬ 
ers  may  find  frustrations  instead  of  answers  and  promises  rather 
than  deliveries. 

At  DEC,  now  a  $9.3  billion  international  giant  with  1 10,000  em¬ 
ployees,  interaction  between  the  firm  and  its  customers  has 
changed  dramatically  during  the  past  five  years.  Explosive  growth 
has  put  a  strain  on  such  key  customer  contact  points  as  administra¬ 
tion,  sales  and  service.  Expanding  far  beyond  its  traditional  engin¬ 
eering/scientific  customer  base  has  made  it  imperative  for  DEC  to 
refocus  on  these  areas  and  upgrade  not  only  its  ability  to  produce 
quality  products  but  also  its  ability  to  satisfy  customers. 

There  are  questions  that  the  corporation  faces  in  order  to  ensure 
that  customers  retain  the  good  feeling  toward  DEC  that  sparked 
their  interest  in  the  first  place. 

Computerworld  Extra  spoke  with  DEC  representatives  from 
administration,  sales  and  service  to  find  out  how  the  company  is  ad¬ 
dressing  customer  concerns. 
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Have  Your  EDT 
and  PC  Too! 


VAX"  EDT  for  MS-DOS  and  UNIX 


BOSTON  BUSINESS  COMPUTING. 


Tf  1 1 11 1 11  H 

‘  1 — ^  »  |  •» — f  •  d 

lj-LLi  i.i  :_ctx 

; ■ i ii  , ,  1 1 1 

Leonard  Vairo 

ENTRYPOINT:  SALES 


John  Fischer 
ENTRY  POINT:  SERVICE 


P.O.  Box  1565 
Neptune,  NJ  07754-9916 


till 


of  die  best  ideas 
don’t  cost  a  fortune. 


Take  ihc  safety  pin.  The  old  saying,  “You  get  what  you  pay  for,"  sure  doesn’t 
^mputer^etvic^DOWN  TO  EjSto  l^tm.  ^  ^  BUS'n"S 


Change  Control  vs. 
Change  and  Configuration  Control 
There  is  a  big  difference! 


THE  LAST  12  MONTHS 


COMPILED  BY  SUSAN  GRECO 


ws  reports.  DEC  has  in- 
■  traduced  more  than  60  products 
■“~=  the  pubhcatkm  of  the  last  Compu- 
teneorld  Extra  on  DEC  in  September 
’“16;  following  is  a  selected  list  of  prod- 


I  in  the  DEC  world. 

Product  name:  RDM  hard  diskdrive 
Price:  $7,900 

Specifications:  159M-byte,  514-in.  i 
drive;  average  access  time  of  38.3  ms 
ferrate  of 625Kbyte/sec. 


IBM's  OS/2.  Marty  Gruhn,  an  analyst  with  The 
Sierra  Group,  disagrees,  saying  the  real  ques¬ 
tion  is  whether  DEC  should  combine  VAX/VMS 
Services  with  AB-In-I.  Clearly,  the  product  has 
not  sold  as  well  as  hoped,  Gruhn  says,  but  she 
bebevesDEC  will  solve  the  programs  problems 
down  the  road.  McCarthy  says  the  nmdo*  » 
too  VAX-oriented  for  most  PC  us, 
doesn't  perfo  . -  - 

Product  ruu 
Price:  $695 

iag  mad _ , _ _ _ 

DEC  and  IBM;  uses  DEC423  serial 

Introduced:  Sept,  4,  1986 

Ship  date:  Sept.  4,  1986  (parallel-interface 


OCTOBER  1986 
Product  name:  VAX  8200/8300  Ct 


for  up  to  128M  bytes  of  me 
Introduced:  Oct.  8, 1986 
Ship  date:  Oct  8, 1986 
Initial  outlook:  Third  enhancement  since 
VAX  8200/8300  introduction  in  January  1986; 

thh^ngjra^s 

Continued  on  next  page 
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Last  12  months 


FROM  PREVIOUS  PAGE 
combination  of  VAX  SQL  software  an< 
RDB/VMS. 


Too  manv  people 
have  been  leil  to  believe 
onlv  DEC  is  experienced 
enough  to  service 
their  computers. 


<S§)  CONTRPL  DATA 


99  MkroVAX  systems,  i 
family  of  Data  PABXs. 


1  Isl 


e-fa 


►  11111  < 


Beyond  Vax; 

A  CONVERSATION  WITH  GORDON  BELL 


GItohRuns 

In  The  Best  Of  Company. 


There’s  only  one  company  that  can  say  they’re  at  the 
top  of  C.Itoh’s  list:  Digital  Equipment  Corporation. 
Because  when  it  comes  to  the  company  we  keep,  our 
printers  and  terminals  run  only  with  the  best. 

T^ke  a  look  at  our  printers.  The  revolutionary  CI-400 
and  CI-800  matrix  line  printers  offer  four  print  modes 
to  meet  virtually  any  printing  need  —  from  400  and 
800 1pm  express  output  down  to  the  convenience  of  85 
and  170 1pm  corporate  letter  quality.  And  just-the-right 
graphics  and  office  memo  speeds  in  between. 

The  LIPS  10  Plus  laser  image  printing  system  con¬ 
tinues  to  gamer  kudos  whenever  it  runs,  with  its  print 
quality,  compatibility,  600,000  page  life  cycle  and  user- 
power  features.  Ten  pages  per  minute  of  unparalleled 
first-class  performance. 


And  the  view  doesn’t  stop  here.  C.Itoh’s  terminals  are 
the  perfect  blend  of  price  and  performance  and  of 
quality  and  reliability.  Pound  for  pound,  there’s  none 
better.  Nor  more  D EC-compatible. 

Like  our  CIT224  terminal  —  completely  VT220- 
compatible  but  with  more  desirable  features,  including 
a  14-inch  screen,  a  10  x  16  character  cell,  11  set-up 
menus  and  45  programmable  key  functions. 

And  the  CIT101XL  —  to  keep  the  fires  burning  in  the 
VT100  market.  Again,  100%  compatible.  But  heavier  on 
features  than  any  alternative  available.  Even  if  DEC  was 
still  making  its  VT100. 

C.Itoh’s  printers  and  terminals.  You  have  to  be  pretty 
good  to  run  with  C.Itoh. 


Our  three-speed  dot  matrix  TVi  Printer/4000  is  no  slow  G°°d  WOrk’  DEC' 

poke  either.  In  technology  or  speed.  At  top  gun,  it  runs  For  more  information  on  C.  Itoh’s  fast-running  DEC- 

all  day  and  night  in  data  processing  mode  at  400  cps,  as  compatible  peripherals,  contact  CIE  Terminals,  a 

well  as  87.5  cps  for  letter  quality  output.  Not  to  C.Itoh  company,  2505  McCabe  Way,  Irvine,  CA  92714- 

mention  higher  graphics  speeds  for  bar  codes,  forms  or  call  (714)  660-1421  or  our  toll-free  number  (800) 

and  charts.  624-2516. 


CJTOH 


CIE  Terminals,  Inc.,  2505  McCabe  Way,  Irvine,  CA  92714  •  Telephone:  (714)  660-1421  (800)  624-2516 
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[Quantum 


RS 


Today's  Proven  Solution 
for  VAX*  Chargeback 


When  you  need  software  for  VAX  resource  management,  chargeback,  and 
capacity  planning,  you  need  Quantum  RS.  It  gives  you  maximum  system  infor¬ 
mation  with  minimum  effort  so  you  can  account  for  current,  VAX  resource  usage, 
anticipate  future  requirements  and  plan  wisely  for  timely  investment  in  additional 
hardware.  Quantum  RS  accounts  for  computer  usage  by  individual  users,  projects, 
user  name/projects,  departments,  accounts  and  any  other  accounting  entities 
you  define.  Quantum  RS  tracks  all  available  VMS*  resources  to  give  you  answers 
on:  ■  Chargeback  ■  Internal  cost  allocation  ■  Project  accounting 
■  Capacity  planning  ■  Resource  accounting  ■  Performance  analysis 
Find  out  how  over  1,000  successful  VAX  installations  are  solving  their  system 
accounting  needs  with  Quantum  RS.  Free  demonstrations  available! 


